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With a Baldor Generator, 

You're in Business 


When you least expect it, the power 
goes out and leaves you wondering how 
you're going to stay in business. Now is 
the time to do something about it before 
the power goes out again. 

Baldor offers an extensive line of 
automatic emergency standby generators 
to power your business, large or small. 





Baldor automatic emergency generators provide 
clean power (natural gas or LP gas) when utility 
power is not available. 


©2004 Baldor Electric Company 


When combined with an automatic 
transfer switch (ATS), these generators 
are the ideal protection against rolling 
blackouts or complete power outages. 

Baldor Generators are designed and 
built to the highest standards. Count 
on them to protect you and your most 
valuable assets, every time. 

The next time the power goes out, your 
competitors will be in the dark while 
Baldor Generators keep your business up 
and running. 

No power? No problem with a Baldor 
Generator! 



GENERATORS 

Unmatched Quality. 
Superior Reliability. 


1-800-828-4920 • www.baldor.com 
www.BaldorProSPEC.com 
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Caterpillar manufacturing plant in New- 
berry, SC. The plant was built in response to 
increased North American demand for gen- 
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Russelectric custom engineers 
every automatic transfer system 
to specific customer requirements 



" Our facilities staff wanted state-of- 
the-art automatic electronic control 
plus the ability to override it and 
operate the switches manually 
if the situation called for it 

Russelectric supplied both 
in all our switches " 


At Russelectric, special requirements or unusual 
designs are not interruptions of our business... 

they are our business. 

Russelectric specializes in using proven technologies 
and components in innovative ways to satisfy even 
the most exotic customer requirements. We'll never 
compromise on quality, safety, or performance. And, 
above all, we'll never ask our customers to settle 
for less than exactly what they want. 

Independently owned and operated, Russelectric 
has only one goal. . . to take care of our customers. 


1 - 800 - 225-5250 

www. russelectric.com 


S3uaae/ecfrtc 

Power Control People You Can Rely On 



Opportunities Calendar 


EGSA Members: list your meetings here. Fax your information to (561) 395-8557. — denotes EGSA-sponsored event 


Conferences 

✓ EGSA 2006 Fall Technical & Marketing Conference 

September 17-19 , 2006; Palm Springs , CA. 

Speakers will cover business and technical aspects of On-Site 
Power Generation and current industry trends. For information, 
visit www.egsa.org or call (56 1 ) 750-5575. 

✓ EGSA 2007 Annual Spring Convention 

March 1 8-20, 2007; Savannah, GA. 

The Association’s Annual Convention of Members. Speakers will 
cover business and technical aspects of On-Site Power Genera- 
tion and current industry trends. For information, visit www.egsa. 
org or call (561) 750-5575. 

Schools 

✓ EGSA On-Site Power Generation School 


October 23-27, 2006 St. Louis, MO. 

November 27-December 1,2006 Orlando, FL.* 


The most complete overview of an On-Site Electric Power 
Generation System available anywhere today. Now offering 
Continuing Education Units (CEUs)! For information, visit 
www.egsa.org or call (561) 750-5575. 

*To be held in concurrence with POWER-GEN International 


Industry Trade Shows 

POWER-GEN Asia 

September 5-7, 2006; Hong Kong, China. 

Asia’s biggest show for power generation. For information, visit 
www.powergenasia.com.. 

POWER-GEN India & Central Asia 

October 24-26, 2006; New Delhi, India 

Central Asia and the subcontinent’s biggest show for power 
generation. For information, www.power-genindia.com 

POWER-GEN International 2006 

November 28-30, 2006; Orlando, FL 

POWER-GEN International 2007 

November 27-December I, 2007; New Orleans, LA 

The world’s biggest show for power generation, featuring the 
EGSA On-Site Power pavilion. For exhibit information, contact 
EGSA at (561) 750-5575, ext. 205 or e-mail Jalane Kellough at 
j.kellough@egsa.org. 

POWER-GEN Middle East 2007 

January 22-24, 2007; Manama, Bahrain 

The Mideast’s biggest show for power generation. For informa- 
tion, visit www.power-gen-middleeast.com.. 


Look for more industry events in our up-to-date calendar on the web at www.egsa.org 


Berthold Electric's 


Generator Connection Cabinet 


Portable generator connection made quick and easy 


Berthold Electric's Generator Connection Cabinet provides a convenient outdoor 
station to quickly and easily connect a portable generator to a facility's electrical 
power distribution system. 

• Rent a portable generator only when you need it 

• Share a single generator among multiple locations 

The low cost of our Generator Connection Cabinet now makes backup power 
affordable for a wide variety of applications: 




Critical Power 

Back up permanent on-site generator(s) 
for N+1 (or more) redundancy in case of 
generator maintenance or failure. 

• Telecommunications 

• Hospitals 

• Data centers and web hosting facilities 

• Any facility with its own on-site 
generator 


Essential Power 

Use a portable generator as your 
backup power source. 

• Schools 

• Manufacturing 

• Office and high-rise buildings 

• Any facility that has an occasional 
need for backup power 



1900 W. Carroll Avenue, Chicago, Illinois 60612 
Phone: (800) 657-6650 
Email: info@bertholdelectric.com 


Berthold Electric — The Power to Deliver 


Visit us online at www.bertholdelectric.com 
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From the Top 

Dale Slemp, 2006 EGSA President 

Florida Legislature Mandates On-Site 
Power in the Wake of the 2005 Season 



O n-Site Power Distributor/Dealers 
throughout the Gulf Region are en- 
joying a regional boom this year thanks to 
last year’s highly active — and deadly — hur- 
ricane Season. Business in Florida, however, 
could be pretty brisk for quite some time, 
thanks to new legislation. 

Florida lawmakers proposed several 
pieces of legislation earlier this year, all of 
which were drafted in hopes of averting 
last year’s power crunch following Hur- 
ricane Wilma. The Florida House of Rep- 
resentatives and the Florida Senate both 
proposed bills that would require certain 
gas stations to install back-up generators. 

House Bill 319 required new and/or 
renovation gas stations to install gen- 
erators while the Senate Bill (SB 530) 
required all stations to comply. Station 
owners objected to the prospect of a 
mandate and said that emergency power 
should be a private business decision. 
Critics of the legislation noted that other 
businesses, such as grocery stores, were 
not required to install emergency power. 
Neither of the bills would change that. 

Just as the debate was heating up, 
grocery retailer Publix Super Markets an- 
nounced it was investing $100 million in 
a plan to expand the existing emergency 
power systems in its South Florida, Flor- 
ida Panhandle, coastal Georgia and South 
Carolina stores. Undoubtedly, Publix saw 


the move as a smart business decision 
after losing $60 million last year and fac- 
ing angry customers who found empty 
shelves and long lines once power had 
been restored. 

During the course of the 2006 Legisla- 


In Florida’s case, 
public outcry paved 
the way for passage 
of the new law. 


tive Session, HB 319 and SB 530 were 
incorporated into HB 7121. The bill, 
approved by Governor Jeb Bush in June, 
doesn’t provide the sweeping mandate 
gas retailers fear, but it does require all 
stations within a half-mile of major evacu- 
ation routes and interstate highways in 
highly populated areas — as well as new 
and renovated stations — to install gen- 
erators. 

To the surprise of many lobbyists, HB 
7121 went even further. In addition to 
gas stations, the new law requires all new 
multifamily dwellings 75 feet or higher 
with a public elevator to have at least one 


elevator capable of operating off the grid 
for a specified number of hours each day 
over a 5-day period. In addition to eleva- 
tor operation, the building’s fire alarm 
and emergency lighting systems also must 
have power. 

The law sets out requirements for gen- 
erators and fuel and even requires proof 
of service contracts. Owners of existing 
building have until December 31, 2007 to 
achieve compliance with the installation 
and operational capability requirements, 
both of which must be verified by local 
building inspectors and reported to the 
county emergency management officials. 
Installation and operational capability re- 
quirements for new construction must 
be verified and reported prior to oc- 
cupancy. 

Whether other states in the devas- 
tated Gulf Region will follow Florida’s 
lead remains to be seen. However, it’s 
clear that, in Florida’s case, public outcry 
paved the way for passage of the new law. 
In the meantime, EGSA Members have a 
tremendous opportunity near at hand. 

I hope everyone will make the most of 
it. ■ 

Editor's note : For more information about 
the new law and its requirements , visit www. 
flsenate.gov 


Don’t be left in 
the dark. 


IHIUlfUlll 


Lillie mwm 


For information, contact 
our St. Augustine offices 
or visit our website. 



Power Systems Division 


Ring Power sells and rents 
a variety of Caterpillar® 
generators and other 
specialty power genera- 
tion equipment to keep 
you up and running, no 
matter what! 

• GENERATORS (up to 16 mW) 

• LOAD BANKS (up to 5000 kW) 

• ELECTRIC AIR COMPRESSORS 

• ELECTRIC CHILLERS 

• UPS (uninterrupted power supply) 

• FUEL SYSTEMS 

• FINANCIAL SOLUTIONS BY 
CAT POWER FINANCING 

904 - 493-7065 

www.ringpoweiicom 
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Education 

George Rowley, EGSA Director of Education 


It’s Off, It’s Running 

and It’s Gaining Momentum! 



T he EGSA Electrical Generator Sys- 
tems Technician Certification Program 
is gaining momentum and we urge you to 
increase your competitive edge by par- 
ticipating. We are pleased that, in addition 
to many inquiries from within the United 
States, techs from Canada, Mexico, the 
Caribbean, Central and South America, 
and several Pacific islands have contacted 
us about the program. The Certification 
Program is a huge step forward for EGSA 
and for the On-Site Power industry and 
everyone associated with the industry, in- 
cluding end-users, will benefit from this 
program over time. 

The Study Guide 

Those who have seen the Study Guide 
have been very impressed. The Guide 


Here is a little EGSA Electrical 
Generator Systems Technician 
Certification trivia for you! 

1 . How many technicians have earned 
the patch and become Certified? 

2. How many technicians have 
ordered the Certification Study 
Guide to prepare to take the test? 

3. Who benefits from EGSA’s 
Certification Program? 

(Answers are on page 1 0) 



is an excellent and indispensable aid de- 
signed to help technicians prepare for and 
pass the Certification Test. Its 160 pages 
contain 198 sample questions that mirror 
the actual test and that cover all parts of 
the certification test. The Guide also lists 
resources where techs can find in-depth 
technical information and has a sheet that 
lists commonly used formulas. 

The Test 

We urge techs to utilize the study 
guide to prepare to take the certifica- 
tion test. The test will verify the knowl- 
edge and proficiency of technicians in the 
following areas: Basic Electricity, Prime 
Movers, Generators/Alternators, Engine 
Generator Instrumentation and Controls, 


Continued on page 1 0 


Let Basler be your Key to Control 

Putting a new Twist to existing Technology for controlling 
Engine-driven Gensets and Pumps 



The DGC-5Q Controller provides 
manual key switch starting and 
stopping for engine-driven gensets 
and other industrial engine 
applications such as pumps 
and compressors 


Six Shutdown / Warnings 
Four Output Contacts 
Environmentally Rugged 
CE Compliant 
Automatic Glowplug / 
Pre-heat Controller 


Basfer Electric 


f 

Q Dot-io 

•Q 
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mm 

Dvm 
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No, 1300 North Zhongshan Road 
Wujiang Economic Developmenl Zone 
Suzhou, Jiangsu Province - PR. China 215200 

Tel: +86 (0)51 2 6346 1 730 
Fax: +86 (0)512 6346 1760 


Tel: 


Worldwide Headquarters 

Box 269, Route 1 43 
Highland, IL 62249 USA 

+1 618 654.2341 * Fax: +1 618 654.2351 


P A E les Pins 
6731 9 Wasselonne 
Cedex France 

Tel: +33 3.88.87.1010 
Fax: +33 3.88.87 0808 


beichina@basler.com www.basler.com/key * info@basler.com belfrance@basler.com 
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THE 


EiSiERCON 


DIFFERENCE 



The Energy People 

E/ectr/ca/, mechanical, thermal... 
we control it, convert it, move it distribute it package it 

Enercon’s custom designed systems meet and exceed the power needs of you and your 
end-users in the most efficient way possible. Whether it's power for petroleum 
production, co-generation, landfill, peak shaving, or auxiliary and emergency use, Enercon 
controls, switchgear, and packaged gen-sets can do the job for you. 



ENGINEERING, INC. M ® 


COMPLETE SYSTEM SOLUTIONS IN 

CUSTOM SWITCHGEAR - CONTROL SYSTEMS PACKAGING * POWER GENERATION PRODUCTS * CO GENERATION 

NO. I AITQRFER LANE E PEORIA. IL 6161 I 
VWWVENERCON-ENQ.COM • E-MAIL: SALES@EN ERCON-ENG COM 

1.800.2 1 8.883 1 



Education 


Continued from page 8 

Governors, Automatic Transfer Switches, 
Voltage Regulators, Multiple Generator 
Switchgear & Controls, Auxiliary Support 
Systems, Troubleshooting System Prob- 
lems, Start-up Commissioning, and Com- 
munication and Documentation. After 
applying to take the test through Ferris 
State, they will work with you to find a 
testing center, usually at a nearby college 
or university, and will schedule a conve- 
nient time to take the test. 

Where Do I Get A Study Guide and 
Apply To Take The Test? 

Order forms are available at the EGSA 
web site ( www.egsa.org ) along with exten- 
sive and detailed information about the 
Certification Program. Study Guides and 
tests are ordered through Ferris State 
University. If you have difficulty finding 
answers to your questions or need addi- 
tional information, please contact George 
W. Rowley, EGSA Director of Education, 
at 561-750-5575 x 210 or by e-mail to 
g.rowley@egsa.org. m 


ANSWERS TO TRIVIA QUESTIONS 

1. As of August I, 33 technicians had earned the patch and become Certified. 

2. Another 86 technicians have ordered the Certification Study Guide to prepare 
to take the test in the near future. 

3. Everybody in the industry will benefit from the Certification Program over 
time. If you employ technicians, participation in the Certification Program 
sends a message to everyone that you have a commitment to professionalism 
and to the highest of standards. An EGSA-certified work force shows your 
current and potential customers that your personnel are highly qualified and 
that your organization is committed to excellence. 

Your customers may have greater peace of mind 
when they see your technicians wearing the “EGSA 
Certified Generator Systems Technician” Uniform 
patch. 

Technicians benefit because through passing 
a tough, national exam they know that they are 
among the elite in their profession, and they’ll 
have the credentials to prove their proficiency and 
knowledge and expertise to others — coworkers, employers and customers. 

Manufacturers, Suppliers and End-Users increasingly want the assurance 
that only qualified personnel are installing and servicing sophisticated equip- 
ment. Skilled, Certified technicians can help guard against unnecessary returns 
or warranty repairs. The EGSA Electrical Generator Systems Technician 
Certification program offers each of these groups an opportunity to turn “we 
want” into “we have.” In other words, certification can be a Win-Win situa- 
tion for everyone. 




4507 EAST ROME ROAD 


CHILLICOTHE, IL 61523 USA 


309.274.5421 


WWW.CMCOUSA.COM 
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The most 
complete 
overview 
of an On-Site 
Electric Power 
Generation 
System you can 
find anywhere 
today! 


EGSA’s On-Site 
Power School 
is coming to 
these cities! 

Portland, OR 

May 1-5,2006 

• 

Detroit, Ml 

July 17-21,2006 

• 

St. Louis, MO 

October 23-27, 2006 

Orlando, FL 

November 27- 
December 1,2006 


EGSA 

n On-Site 

Power 

GENERATION 

Schools 


Now Offering CEUs 



l 

EC5A 

Electrical 
m Generating 
# Systems 
m Association 


Electrical Generating Systems Association 

The Voice of the Global On-Site Power Industry for over 40 years 
1 650 S. Dixie Highway, Suite 500, Boca Raton, FL 33432 
56 1 /750-5575 Fax 56 1 /395-8557 e-mail@egsa.org 
Visit us online at www.egsa.org 


Codes and Standards 

Herb Whittall, EGSA Technical Advisor 

Florida AHJ Orders 48-Hour Test 




A new problem has come up as an Au- 
thority Having Jurisdiction (AHJ) in 
Florida interpreted NFPA I 10 2005 Section 
8.4.9 to allow him to order a 48-hour, 30% 
load test of the emergency generator sets 
in a hospital instead of the four-hour test 
suggested for the sets every 36 months. 
With fuel at $3 per gallon, a 48-hour test is 
a very expensive test. Work is underway to 
remove the part of the sentence giving the 
AHJ that option. 

In the continuing saga of the Inter- 
national Fire Code (IFC), Section 3404 
- Storage and what some Fire Marshals 
are making EGSA members do to fuel 
tank bases, EGSA has worked with UL 
to strengthen the wording in UL2200. 
In an update through an STP (Standards 
Technical Panel) working with UL, EGSA 
requested the addition of a new section 
that deals solely with diesel fuel tank 


bases. If accepted by UL and included in 
the UL 2200 Standard for Generator Sets, 
it will allow UL to request the IFC to 
include wording such that UL2200 Diesel 
Generator Sets with fuel tank bases that 
are completely UL 2200 listed would not 
be required to meet the provisions of IFC 
sections 3404.2.7.3.3 and 3404.2.7.5.2. In 
my mind, the only way we can get the 
IFC to add this wording is by having UL 
request it. 

Speaking of Standard Technical Panels 
for UL, I received an email concerning 
changes to the STP. UL has added to 
number of STP membership categories. 
The primary change is to the User Cat- 
egory. There are now six separate cat- 
egories: 

• Regulators/regulatory bodies 

• Key government agencies/officials 

• Supply chain members 


• Testing organizations/standard organi- 
zations 

• Commercial/industrial users 

• Consumers 

And there are two other categories: 

• Producers (manufacturers 

• General Interest 

It appears EGSA will fall under “Gener- 
al Interest,” which is defined as “Consul- 
tants, academia, scientists etc. that are not 
covered by other participation categories, 
such as professional societies, attorneys, 
and safety experts and trade associations. 
Companies that only private-brand label 
products (made by another manufactur- 
ers) covered by the STP.” 

UL 1564 Edition 3-Battery Chargers, 
600 volt and below (Proposed) has had 
the comments answered by UL. The 
changes are not great and nothing re- 

Continued on page 1 5 


power generation issues? 


we’ve got solutions 



www.annainc.com 



RiNTHLS 


Right. Ready. Reliable. 

Call the professionals: 

ComRent International 


O 


Are You Certified? 

Study Guides for the EGSA Generator 
Technician Certification Program are 
now available! Use the order form on 
page 1 1 of this issue! 




M,; 


MEDIUM VOLTAGE 
LOAD BANKS 
RESISTIVE & REACTIVE 

-5000 kW@13.8kV 

• 4000 kW @ 4160VAC 

LOW VOLTAGE LOAD BANKS 

• 4 kW to 5000kW Models 

• 300 to 3750 KVAR Reactive 

• 100 kW Suitcase Load Banks 
UPS & FedEx Ready 

•600 VAC up to 4000 kW 


ComRent International 
1.888.881.7118 www.loadbanks.com 
NEW LOCATIONS: CHICAGO and NYC 
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S elling for a distributor puts you in a 
unique selling situation. While many 
basic sales principles still apply, there are 
additional, unique challenges particular to 
your position as a distributor salesperson. 
For example, you probably sell many of the 
same things your competitor sells. Add to 
that your special potential for creative, in- 
depth relationships with your customers, 
multiply that by the number of vendors and 
products you sell, and you can see how 
much more complex your job is. 

To be successful, you need some guid- 
ance in mastering the unique challenges 
of your job. Here are some “Power 
Strategies’’ specifically designed to help 
you succeed. 

Focus on Results 

You may think this is common sense and 
self-evident; to some degree it is. However, 
many distributor reps are guilty of “go- 
ing through the motions’’ selling. In other 


words, you see “Customer A’’ on Tuesday 
morning because that’s your habit. Instead 
of being driven by the objective you hope to 
achieve in that meeting (the results), you’re 
driven by habit. You go where it’s most 
comfortable for you rather than where 
you’ll be the most effective. 

You can apply this strategy to almost 
every aspect of your job. If you focus 
on results, you rank your prospects and 
customers in terms of their potential and 
spend the greater amount of your time 
with the highest potential accounts. 

You create specific call objectives for 
every call, and annual objectives for every 
one of your key accounts, focusing on the 
results you want to achieve. 

You view the products in which you 
choose to invest your selling time in the 
same light. Which products will bring you 
the best results? If you’re focusing on re- 
sults, those are the ones you promote. 


You manage your time and territo- 
ry precisely, constantly asking yourself, 
“What’s the best use of my time right 
now?’’ Put all this together and “focus on 
results’’ becomes an overarching strategy 
that impacts everything you do. 

Become Important! 

Become important to your customers 
and to the manufacturers whose products 
you represent. In this rapidly changing 
world, new sources of competition are 
continually surfacing. It seems that pres- 
sures on price and margin don’t ever stop. 
In this kind of environment, how can you 
secure a spot for yourself that provides 
you a good income and some security? 

The secret is to “become important.’’ 
When you’re important to your manufac- 
turers, you’re able to provide them with 
the one thing they need from you: access 
to your customers. Think about it. Most 
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Today’s Sales Techniques 


manufacturers can warehouse, ship and 
bill their products about as well as you 
can. What they can’t do as effectively as 
you is get in front of your customers. 
It will always cost manufacturers more 
to access your customers because they 
have a limited number of products over 
which to spread their sales cost, while 
you can spread your costs over a much 
wider number of products. Thus, you 
should always be able to access the 
customer at a lower cost than a manu- 
facturer— and the smart ones know that. 
So, your ability to become important to 
your manufacturers is directly depen- 
dent on your ability to provide them 
with access to your key customers. 
That means that you must become im- 
portant to your customers. You do that 
by becoming, in your customer’s mind, 
an integral, almost indispensable part of 
their business. You can’t do that if you 
restrict your activities to quoting the low- 
est price and picking up orders. Instead, 
you must systematically create relation- 
ships with the most important people 


within your key accounts. Invest your 
time in learning about their business and 
get to know them better than anyone 
else. Then provide creative solutions and 
systems that solve deep and systematic 
problems. When you do that consistently 
and effectively, you become, in the eyes 
of your customer, a valued part of your 
customer’s business. And that makes you 
important to them. 

Think a Lot 

It’s easy to do your job by mindlessly 
going through the motions. You see the 
customers with whom you are comfort- 
able, quote the stuff they ask you to, 
grumble about the paperwork and com- 
plain about price competition. 

That’s easy. Unfortunately, it’s also 
a prescription for eventual failure. The 
world is changing too rapidly today to do 
your job “mindlessly.” Your customers 
are changing, products and vendors are 
changing and adapting, new competitors 
and technologies are springing up. If you 
go through your job mindlessly, you’ll 


soon be outdated and ineffectual. 

Do just the opposite. Commit yourself 
to the challenge of continuous improve- 
ment. Think about everything you do 
and examine ways to improve and wring 
more value out of your performance. 

Challenge and question everything you 
do. Is this the best way to write up 
a quote? Should you visit this account 
or would another hold more potential? 
Should you spend your time promoting 
this product or is another more impor- 
tant? Should you be spending your lunch 
hour with this customer or would that 
time be better invested in another? Is 
this the best way to file your old quotes, 
keep track of customer contacts and file 
product literature? 

Got the idea? Never rest. Be discon- 
tent with every aspect of your job in or- 
der to provide the stimulation to improve 
on it. Think a lot. Together, all three of 
these strategies can serve as guidelines 
to help you master some of the uniquely 
challenging parts of your job. 


Your Partner for Reaching the 
Power Generation Markets 


Focusing on providing the latest products, technology and industry news for all the engine- 
powered power generation markets, Diesel & Gas Hirbine Publications covers all the mar- 
kets for electrical power generation from kilowatts to megawatts. 


Kilowatts... 


...Megawatts... 


...And All Of 
The Above 



Diesel Progress 
North American Edition 


Diesel Progress 
International Edition 


Diesel & Gas Turbine 
Worldwide 


Global Sourcing 
Guide 


Visit Diesel & Gas Turbine Publications Online at 

www.dieselpub.com 


For information on any of these specialized publications, please contact: 
Diesel & Gas Turbine Publications • 20855 Watertown Rd., Suite 220 
Waukesha, Wl 53186-1873 • Tel: 262/754-4100 • Fax: 262/754-4175 
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About the Author 

Dave Kahle, the Growth Coach, is a 
consultant and trainer who helps his cli- 
ents increase their sales and improve their 
sales productivity. Dave has trained thou- 
sands of salespeople to be more success- 
ful in the Information Age economy. He is 
the author of over 500 articles, a monthly 
e-zine, and six books including his most 
recent Career Press release “Ten Secrets 
of Time Management for Salespeople.’’ 
His Kahle Way® Sales Management Sys- 
tem empowers sales managers to instill 
accountability and communication in the 
sales force. You can join Dave’s Thinking 
About Sales electronic newsletter online at 
www.davekahle.com. For more information 
or to contact the author, contact DaCo 
Corporation, 3736 West River Drive, 
Comstock Park, Ml 4932 1 ; 800-33 I - 1 287, 
Fax 6 1 6-45 1 -94 1 2; info@davekahle.com or 
visit www.davekahle.com ■ 


Codes and Standards 

Continued from page 1 2 

markable is in the replies by UL. The 
new edition will allow the use of class 
H insulation and now the IEC grounding 
symbol (IEC publication 417 symbol # 
5019) can be used. 

UL 1778-Uninterruptible Power Sup- 
plies Edition 4 has been issued. The main 
change is editorial: replacing all refer- 
ences to UL 1020 with UL 60691. UL 
1020 has been withdrawn and replaced 
by UL 60691, the standard for thermal 
links. 

The ISO has issued ISO 3046-3- 
2006 - reciprocating internal combus- 
tion engines - Performance - Part 3: 
test measurements. A copy can be ob- 
tained either through ANSI (quote@ansi. 
org ) or Global Engineering Documents 
(global@ihs.com). 

Interestingly, two items came up for 
a vote in the ISO TC 70 as to whether 
the item should be updated. In both cas- 


es the vote failed because not enough 
countries bothered to vote. One was 
ISO 8528-3: Reciprocating internal 
combustion engine driven alternating 
current generating sets-Part 3 : alter- 
nating current generators for generating 
use. Six out of 12 countries eligible to 
vote, did not bother to do so. 

According to the Archer Institute 
of Environmental Training, the EPA has 
been getting more serious over hazard- 
ous waste violations. If you have any 
hazardous waste from your operations, 
make sure you know the rules regarding 
disposal and reporting. 

The Report on Proposals has been 
published by NFPA for the National 
Electric Code 2008. Comment must be 
received by NFPA by 20 October on 
this Report. To obtain a copy, contact 
NFPA at nfpa@nfpa.com or call 1-800- 
344-3555. ■ 



Trailers: 

• D.O.T. Approved 

• 3500 - 30,000 GVW 

• Full Range of Accessories 

• Custom Design or Spec Built 

• Integral Fuel Storage Tanks 

• Modifications and 
Packaging Services 

• Satin Black Finish 


(352) 35 1-2 100 Voice 

1 

ED5A 


(352) 351-5881 Fax 

Electrical 
M Generating 
w Systems 

M Association Proud Member of EGSA 

www.jrscustomfab.com 


Fuel Storage Tanks: 

• UL 142 Listed 0 - 6000 Gallons 

• FDEP Packages 

• Sub-base Design 

• Free Standing Design 

• Custom Design or Spec Built 

• UL 2085 0 - 25000 Gallons 

• Steel Construction 

• Stainless Construction 

• Satin Black Finish 


Enclosures: 

• Aluminum, Stainless or 
Galvaneel Construction 

• Walkaround, Slip Over, or 
Frame Mounted 

• All KW Sizes 

• All Sound Attenuation Levels 

• Wind Load Rated 

• Projectile Rated 

• Modifications and Packaging 
Services 

• Gloss White Finish 
(Custom Colors Available) 
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Frost it Sullivant North American UP$ Service Market) 


Positive Installed Base 
for UPS Units Drives 
Demand for UPS Services 

By Farah Saeed , Program Manager, Energy & Power Systems, Frost & Sullivan 


D uring 2005, the North American UPS service market gener- 
ated approximately $740 million, growing 5.6 percent over 
2004. The number of installed UPS systems primarily drives rev- 
enues for UPS service. Research indicates the installed base will 
continue to grow during the forecast period at a CAGR of 10.2 
percent between 2005 and 2012. Increased susceptibility to power 
abnormalities as a result of computerization of operations and 
functionality are among the reasons for a growing installed base. 

A rdcsni piuSy ot fife 
Maril) -Amaitesu) UP3 msJjfei: for 
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b cjrowJnsj ai ^a/iarii £3/ turnum. 


Fairly Long Repurchase Cycle Particularly 
for 3-phase Units in the above $35k Range 

Investments for UPS systems can range between $50 and 
$100,000 or more, depending on the power requirements for 
a particular site. The repurchase cycle for projects $35,000 or 
more is generally much longer, and there is a strong interest to 
prolong usage as much as possible. These projects will mostly 
consist of three-phase units. Revenues generated for three- 
phase UPS units are likely to account for close to 70 percent of 
total sales and are projected to grow at a CAGR of 5. 1 percent 
between 2005 and 20 1 2. 

Datacenter Expansions and Build-outs to Support 
Increasing Data Storage and Data Transmission 

At present, datacenter construction is thriving as companies 
are realizing that upgrades can no longer be delayed. The mar- 
ket is experiencing datacenter expansions across most vertical 
target markets and is affecting the overall power consumption 
requirements. Demand for improved storage capacity, wider 
bandwidth, faster transmission and lower operating costs are 
forcing most organizations to reconfigure existing networks and 
add the latest technology to support growing Internet usage, 
email capacity, long-term storage and other business applica- 
tions. In return, this trend is having a positive influence on the 
installed base for UPS systems. 


Industries likely to influence the installed base include those 
in the financial, healthcare and the SMB sector. The deadline to 
comply with the Sarbanes Oxley Act has forced many organiza- 
tions, particularly Fortune 500 as well as financial institutions, to 
expand and upgrade existing networks. 

Adoption of integrated networks such as MES and ERP to tie 
manufacturing floor activities with administrative tasks will con- 
tinue to increase susceptibility to power abnormalities. Recent 
study of the North American UPS market for industrial applica- 
tions (North American UPS Market: Industrial Sector, A999-27) 
revealed that the market is growing at 3.9 percent per annum. 

Modernization by Adopting Scalable and Redundant 
UPS Units to Increase Availability, Minimize Downtime 

Another component that is increasing installed base is the 
deployment of scalable and redundant UPS units. Scalable units 
allow UPS systems to be adjusted according to real time power 
requirements. For instance, a customer can either build or re- 
duce power requirements by using scalable UPS units. Many of 
Eaton’s UPS units features HotSync technology, which enables 
wireless paralleling. It can enable as many as eight UPS systems 
to work in complete tandem. 

Similarly, end-users are upgrading units to ensure redun- 
dancy. Redundancy refers to UPS modules that are stackable 
such as a 100 kVA UPS system that consist of five times 20 
kVA modular UPS units. Hence, if one unit fails or is removed 
for repair, the remaining modules will continue to operate. This 
technology is popular for minimizing downtime and for increas- 
ing manageability. 

Demand for UPS services also exists due to increasing com- 
plexity of data centers and networks, which are protected by the 
UPS systems. Customers are overwhelmed by having to manage 
and control electrical systems in addition to manage their own 
networks. Issues such as heat, battery capacity, and UPS uptime 
require constant supervision. The transition to server consoli- 
dation and high-density datacenters has further aggravated this 
situation due to increases in heat and power density. As a result, 
management is becoming increasingly resource intensive. Often, 
IT managers are being pressured to reduce costs and to maxi- 
mize efficiency, thereby making it difficult to recruit in-house 
power quality specialists. By outsourcing power quality manage- 
ment, IT managers can free up resources and concentrate them 
on their core business. 
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The continued dependency on lead acid batter- 
ies as an energy source for back up power systems 
is also driving customer demand for UPS services. 
Batteries must constantly be monitored and evalu- 
ated to ensure they don’t fall short before the 
expiration date. Batteries are typically designed 
to operate at an 80 percent capacity. However, 
conditions such as voltage fluctuations, heat and 
dust can rapidly shorten battery life and capacity. 
Several measures such as preventative mainte- 
nance, remote monitoring, and project manage- 
ment contracts can help prevent this from occur- 
ing. Through a preventative maintenance contract, 
end-users can schedule regular check-ups to detect 
problems as well as ensure that the battery capac- 
ity remains stable. Furthermore, by installing special 
software, customers can hook up 24x7 remote 
monitoring that is offered by most tier one UPS 
manufacturers. ■ 


Frost & Sullivan’s latest research on North American UPS Service 
Markets provides valuable insights on current market trends and well 
as market forecast by various UPS service types such as warranty, in- 
stallation, preventative maintenance, breakdown maintenance, as well 
as project management. For more information, contact Trisha Bradley, 
trisha.bradley@frost.com or (2 1 0) 247-3870. 

Frost & Sullivan, a global growth consulting company, has been part- 
nering with clients to support the development of innovative strategies 
for more than 40 years. The company’s industry expertise integrates 
growth consulting, growth partnership services, and corporate man- 
agement training to identify and develop opportunities. Frost & Sullivan 
serves an extensive clientele that includes Global 1000 companies, 
emerging companies, and the investment community by providing com- 
prehensive industry coverage that reflects a unique global perspective 
and combines ongoing analysis of markets, technologies, econometrics, 
and demographics. For more information, visit www.frost.com. 


Providing Search & Placement Services to the Power Generation Industry 


Immediate Openings throughout the U.S. — Call for Confidential Details and Locations! 


SALES 


ENGINEERING 


Regional Managers/Representatives 

• Packaging — CAT 

• EPG — Business Unit Mgr. — CAT 

• Rental — Kohler 


Design Engineering 
Application Engineers 
•EPG 

• Packaging 

• Switchgear — Controls 


SERVICE 

Diesel/Gas Reciprocating Engines 

• Service Managers/Field Technicians 
•EPG 

• Switchgear/Controls 


SUPPORT 

Project Management/Engineers 

• Low/Medium Switchgear 

• EPG — Gas/Diesel 

• PSSR's—CAT 



Power Search, Inc. 

10 Bricketts Mill Rood * Hampstead, NH 03841 
(603) 329-1 144 * Fax (603) 329-4796 
Email; ed@powersearchinc.com 



"The Power Generation Specialists" 
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Frost & Sullft/ari: North American Flarisrwabla Energy Market 


Biodiesel: Is It A Solution 
To The Renewable Energy 
Market In North America? 

By Shreyas Rajan, Research Analyst , Energy & Power Systems , Frost & Sullivan 


E xperts feel that we will exhaust the world’s readily available 
reserves of traditional fossil fuels within the century. But re- 
newable sources of energy such as wind, solar, hydro, biomass, 
geothermal and tidal never run out — and they have the potential 
to allow us to meet our energy needs for generations to come. 
To a large extent, renewable energy can help meet the North 
American market’s domestic and industrial electricity needs. The 
North American market is a highly competitive one. And making 
the transition from a petroleum-based economy that is largely de- 
pendent on oil imports from the Middle East to being a key player 
in the renewable energy market will require a lot of research and 
development. 


jfrZbO million is set aside 
Pf&iodiesel research and 
development each year. 


As the world faces declining petroleum supplies and rising 
energy demands, people are gradually looking to alternative fu- 
els, such as biofuels, as an important part of the world’s energy 
supply. Biodiesel is biodegradable, non-toxic and is made from 
transesterification of vegetable oils and animal fats. In simple 
terms, biodiesel is the product obtained when a vegetable oil 
or animal fat is chemically reacted with an alcohol to produce 
a new compound known as fatty acid alkyl ester. Here in the 
United States, biodiesel is primarily made using soybean oil and 
a product called yellow grease, which is commonly used in res- 
taurant cooking oil. 

Biodiesel Today 

The U.S. is the second largest producer of biodiesel after 
Europe; production this year is expected to hit 75 million gal- 
lons. There has been an increased interest in biodiesel in North 
America in the recent years. Entrepreneurs across the country 
are moving towards biodiesel production, engine manufacturers 
are including biodiesel as a standard fuel in their engines, gov- 
ernment fleets are incorporating biodiesel use and many states 
throughout the nation are developing legislation to promote the 


use of biodiesel and other renewable fuels. The recent energy 
bill, which established new targets and tax credits, has played a 
crucial role in spurring growth of the biodiesel industry in this 
country. About $200 million is set aside for biodiesel research 
and development each year, and loan guarantees are being initi- 
ated for the construction of bio-refineries. 

Advantages 

There are a number of key benefits associated with using 
biodiesel. 

Environmental Benefits: Burning biodiesel releases car- 
bon that has just been taken out of the atmosphere by plants, so 
the C0 2 released doesn't add to global warming. It is practically 
free of sulphur and carcinogenic benzene. It is the only alterna- 
tive fuel to have completed the health effects testing require- 
ments of Clean Air Act. 

Engine Life: The lubricity is much higher as compared to 
diesel, which in turn reduces engine corrosion and increases 
performance and longevity of the engine. The diesel fuel injec- 
tion system relies on the fuel for the lubrication of its closely 
fitting parts. The lubricity of ethanol is low so it degrades the 
lubricity of the diesel fuel. 

Political and Economic Considerations: Since it is pro- 
duced from used oils it eliminates the need to grow additional 
fuel crops thereby reducing the opportunity costs associated 
with using agricultural crops for production. Economic benefits 
of a biodiesel industry in the US would include value added to 
the feedstock, an improved tax base from plant operations and 
income taxes, investments in plant and equipment, increased 
number of manufacturing jobs, improvements in the trade bal- 
ance, and diminutions in healthcare costs due to better air qual- 
ity and greenhouse mitigation. 

Limitations facing Biodiesel 

However, there are a number of limitations associated with 
it as well. 

• Continual engine performance, emissions and durability 
testing in a variety of engine types and sizes is needed to 
develop increased consumer and manufacturer confidence. 
The technical problems of using biodiesel include winter op- 
erability, clogging of filters and degradation of rubber hoses 
and seals. 

• Development, coordination, verification and publication of 
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a scientifically developed and engine-based ASTM Biodiesel 
Fuel Standard, which identifies fuel performance and ac- 
commodates processing differences. In addition, there is 
lack of complete information on several critical parameters 
and further studies are needed to reduce the cost of pro- 
cessing, develop low cost feedstocks, produce a resource 
inventory, and identify potential markets in order to bal- 
ance cost and availability with the primary uses where 
biodiesel benefits can be maximized. 

Resources are accessible to help farmers and consumers de- 
cide the best means to manage the advantages biodiesel has to 
offer. The two renewable fuels ethanol and biodiesel are con- 
nected to each other. Ethanol production is definitely increasing 
in the foreseeable future — probably close to 7 billion gallons by 
2008. However, biodiesel provides itself as a viable petroleum 
alternative and, in the current marketplace of emerging renew- 
able technologies, biodiesel holds great promise as a sustainable 
energy source that could invigorate the American economy and 
generate a stable domestic food supply apart from addressing 
the nation’s energy security issues. 


About the Author 

Shreyas Rajan is a Research Analyst specializing in Energy & 
Power Systems for Frost & Sullivan, a global growth consulting 
company that has been partnering with clients to support the 
development of innovative strategies for more than 40 years. 
The company’s industry expertise integrates growth consult- 
ing, growth partnership services and corporate management 
training to identify and develop opportunities. Frost & Sullivan 
serves an extensive clientele that includes Global 1000 com- 
panies, emerging companies and the investment community 
by providing comprehensive industry coverage that reflects 
a unique global perspective and combines ongoing analysis of 
markets, technologies, econometrics and demographics. For 
more information, visit www.frost.com or contact Trisha Bradley, 
trisha.bradley@frost.com, (210) 247-3870. 


PROTECT the TECHNOLOGY 
THAT PROTECTS THE WORLD. 



e U.L, classified enclosures and 
U.L. listed base tanks, extensive 
electrical options and total 
flexibility. 

• Professional sales and 
engineering staff. 

* integrated EM1/RF1 
shielding available. 

e High performance, maintenance 
free materials. 


• Weather proof environment 
for service personnel. 

•Outstanding reputation for 
quality and service. 


Pritchard Brown, LLC, the Industry 
Leader in Technology, Service, 
Quality and State-oMhe-Art 
Design for Enclosures and 
System Integration, 


• Over 50 years of shelter 
manufacturing experience. 

• Strategically located for domestic 
and worldwide markets. 


SENTRY-PRO & “KLEEN-POWER” 

A LOOK AT THE QUALITY LEADER” OF RESIDENTIAL 
& COMMERCIAL PACKAGED STANDBY GEN-SETS 



HONDA DRIVEN, SENTRY-PRO EXCLUSIVE 
FEATURES & BENEFITS 

* Our KLEEN POWER design allows for 6-7% harmonic distor- 
tion of the generated power sine wave, 

* Our POWER ASSIST design allows for a 50% better Motor 
Starting Capability then leading competitors, 

* Our HEAVY DUTY diodes AND capacitors have a LIFE TIME 
WARRANTY! 

* Our SUPER SILENT design measures 69db(A) at 7 Meters, ..The 
Quietest in the Industry! 

* See for yourself, visit our web site at www.gillettegeneiators.com 

Call for information and prices on these 
exclusive standby generators. 
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Kim HotstartMfg. Spokane, Washington 
Ph: 509-534-6171 FAX: 509-534-4216 
www.kimhotstart.com 



THE DAVID I. COREN MEMORIAL SCHOLARSHIP PROGRAM 


EGSA Names Scholarship 
Recipients for 2006-2007 


T he Electrical Generating Systems As- 
sociation (EGSA) has named 10 stu- 
dents as recipients of the David I. Coren 
Memorial Scholarship Awards for the 
2006-2007 academic year. 

The competitive, merit-based scholar- 
ships are awarded to qualified students 
who plan on pursuing a career within the 
On-Site Power Generation industry. In 
addition to their career focus, applicants 


must be full-time students and have a 
declared major directly related to On- 
Site Power Generation. In addition, they 
must maintain a minimum 2.8 Grade Point 
Average (GPA). 

EGSA launched the David I. Coren 
Scholarship Program in 2002 to address a 
number of needs, including: 

• generate student interest in On-Site 

Power careers; 


• provide financial assistance to those 
students who were found to be quali- 
fied and deserving; 

• take aim at the personnel shortages 
being experienced at every leven 
within the On-Site Power industry; 

• raise public awareness of the On-Site 
Power Generation industry and the 
positive impact it has made on our 
society. ■ 


My name is Jonathan Beck, and I am liv- 
ing in gorgeous Tampa, FL this summer. I 
am originally from Lloydminster, Alberta 
t (Canada). For the past year, however, I’ve 
J been attending Alexandria Technical Col- 
I lege in Alexandria, MN where I am pursuing 
I an A.A.S. Degree in Electrical Power Gen- 
1 eration and another in Diesel Mechanics. 


JONATHAN BECK 


I currently have a 3.8 GPA, and I plan to 
graduate in spring, 2007. 

My free time is divided between learning 
and outdoor sports like rock climbing and 
kayaking. Tampa Armature Works gave me 
the opportunity to intern as a Generator 
Field Tech working on-site with the experi- 
enced techs. I’m learning a wealth of infor- 
mation and working with a wide variety of 
generators, engines and switchgear. 

After graduation, I plan to work for TAW 
as a Generator Field Tech. I’d like to thank 
EGSA for this scholarship. It helps a lot with 
my tuition, especially since I am from out 
of state. I’d also like to thank TAW for al- 
lowing me to intern with the company this 
summer. My experience working for TAW 
has been career altering; it has changed my 
perspective of what I need to learn to be a 
skilled Generator Technician. 


My name is Martin Michael Braaten, 
and I live in Bertha, MN. I attend Alexan- 
dria Technical College in Alexandria, MN 
where I am pursuing double degrees in 
Electrical Power Generation and Diesel 
Mechanics. I have already finished my first 
year of this two-year program, and I hope 
to graduate next May. 


MARTIN BRAATEN 


I have made the Dean’s List all year and I 
have a 3.84 GPA. From June to August this 
summer, I will be interning for Caterpillar 
dealer Ziegler, Inc. and working on gen- 
erators in the Electrical Power Generation 
(EPG) shop. 

In April of this year, I won first place in 
the state SkillsUSA Diesel Equipment Tech- 
nology competition. In June, I was proud 
to represent Minnesota in the National 
SkillsUSA competition in Kansas City, MO 
where I took third place in the diesel com- 
petition. 

I plan to include working with genera- 
tors in some capacity in my future career. 


Attends: 

Alexandria 
Technical College 
Alexandria, MN 

Graduation: 

Spring, 2007 

Degree Pursuit: 

A.A.S. Degree 
in Electrical 
Power Generation 

A.A.S. Degree 
in Diesel Mechanics 

GPA: 3.8 

Career Plan: 

Generator Technician 



V 


Attends: 

Alexandria 
Technical College 
Alexandria, MN 

Graduation: 

Spring, 2007 

Degree Pursuit: 

A.A.S. Degree in 
Electrical Power 
Generation 

A.A.S. Degree 
in Diesel Mechanics 

GPA: 3.84 

Career Plan: 

Working with 
generators 
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Get an On-Site 
Power Education. 

Get CEUs. 

Get Satisfaction. 


Whether you are a newcomer to the On-Site Power Generation In- 
dustry or a veteran already working with power generation technology, 
EGSA’s On-Site Power Generation Schools offer you comprehensive 
information you won’t find anywhere else. 

While newcomers receive an outstanding introduction to On-Site 
Power Generation Systems, veterans tell us that our schools provide 
a great and very meaningful review of critical material. Everybody ben- 
efits by getting the most up-to-date information available that is pre- 
sented by seasoned professionals from some of the biggest companies 
in the industry. 

From voltage regulators to transfer switches to sizing and service, we 
cover it all in a three-day event. And every student receives a copy of 
EGSA’s 597-page On-Site Power Generation Reference Book (a $ 1 85 value) 
and extensive handout materials. 

What’s more, you can extend your learning with two extra days of 
optional sessions that cover prime mover fundamentals, basic electricity, 
troubleshooting, specifications and bid documents and multiple genera- 
tor configurations. 

With our Continuing Education Unit program, you can earn up to 3. 1 
CEUs. By earning CEUs you can not only take pride in your accom- 
plishments and knowledge, our CEUs might give you an advantage dur- 
ing your next performance review and your employer will know that 
the investment in your training has been money well spent. Plus, CEUs 
may help maintain licenses and professional society membership. When 
you register for the school, be sure to sign up to take the Continuing 
Education tests. 

For complete information on EGSA’s On-Site Power Schools — in- 
cluding a schedule and registration materials — and full details on 
our Continuing Education program, visit us online at www.egsa.org. 


Electrical Generating Systems Association 

1650 South Dixie Highway, Suite 500 
Boca Raton, FL 33432 
Email us at e-mail@egsa.org 
Visit us online at www.egsa.org 





THE DAVID I. COREN MEMORIAL SCHOLARSHIP PROGRAM 



My name is Randal B. Carlton II — Randy 
for short — and I live in Southwick, MA. 
I graduated from Agawam High School 
ranked 10 th in a class of 272 with a 4.0 
GPA. Currently, I attend college at the 
University of Massachusetts-Amherst, with 
a major in computer systems engineering 
and a minor in mathematics and carry a 


RANDAL CARLTON 


Attends: 

University of 

Massachusetts- 

Amherst 

Graduation: 

May, 2008 

Major: 

Computer Systems 
Engineering 

Minor: 

Mathematics 

GPA: 3.466 

Career Plan: 

Power Generation 

Information 

Technology 


GPA of 3.466. I expect to graduate in May 
2008. On campus, I sit on the IEEE execu- 
tive board and I am active in the Resident 
Life Association as a Community Leader. 
This summer I am working as a technology 
consultant to companies and educational 
organizations. In my free time, I love to 
run and participate in charity events such 
as American Cancer Society’s Relay for Life 
and Jay’s Run. 


My name is Glen Eller. I live in Cross 
Plains, TN and attend Volunteer State 
Community College where I am pursuing a 
Bachelor of Engineering Degree. My major 
is Electrical Engineering; I am maintaining a 
4.0 GPA and plan to graduate in June, 2009. 
I served in the U.S. Navy from 1992-1997 
aboard the USS Peleliu as an elevator elec- 



GLEN ELLER 


trician. Most recently, I was employed by 
Nixon Power Services Co. as the Assistant 
Service Manager for Nixon’s Nashville ser- 
vice center. I resigned in January, 2006 to 
attend school full time. My career goal is to 
become the Chief Engineer of Research and 
Development for one of the major genera- 
tor or transfer switch manufacturers. I en- 
joy studying and working with the science 
behind Electrical Power Generation, and I 
hope to one day make a contribution that 
will benefit the industry and society. 


Attends: 

Volunteer State 
Community College 
Gallatin, TN 

Graduation: 

June, 2009 

Degree Pursuit: 

Bachelor of 
Engineering Degree 

GPA: 4.0 

Career Plan: 

Chief Engineer, 
Power Generation 
Research & 
Development 



Hi, I’m Matthew “Matt” Forbes. I live 
in Mifflin burg, PA. I graduated from Mif- 
flinburg Area High School with a GPA 
of 3.77 and ranked 35 of 168. This fall, I 
plan to attend the Pennsylvania College of 
Technology located in Williamsport and 
join the College’s two-year Electric Power 
Generation program. 


MATTHEW FORBES 


Attends: 

Pennsylvania College 
of Technology 
Williamsport, PA 

Graduation: 

Spring, 2009 

Degree Pursuit: 

A.A.S. Degree in 
Electrical Power 
Generation 

GPA: 3.77 

Career Plan: 

Power Generation 


Some of my hobbies are camping, riding 
all-terrain vehicles (ATV) and boating. My 
ultimate career goal is to be successful in 
college and get a good job in the power 
generation field. 

I’ve been fortunate to receive a scholar- 
ship from Caterpillar as well as this award 
from EGSA. I’d like to thank the Associa- 
tion for presenting me with this scholar- 
ship; it will be a great help in furthering 
my career. 


My name is Jason Kneisl, and I live with 
my two older sisters and my younger 
brother on a farm just north of the town of 
Hewitt, MN. After I graduated from Vern- 
dale High School in 2004, I started working 
for a local hardware store doing customer 
service, repairs and deliveries. I enjoyed 
working with the people there. 




JASON KNEISL 


This fall, I will start my second year at 
Alexandria Technical College in Alexan- 
dria, MN where I am pursuing degrees in 
Electrical Power Generation and Diesel 
Mechanics. I made the Dean’s List all last 
year, and I have a 3.6 GPA. 

This summer, I am working for Caterpil- 
lar in Shakopee, MN. I really enjoy it. I have 
been repairing generators, doing OEM and 
new generator setups and maintenance. I 
even serviced generators at a local hospital. 
I am currently working on skid loaders. 
I like the variety of jobs I am exposed to 
here. 

In my spare time, I enjoy helping on my 
parents’ farm. We raise corn, soybeans and 
alfalfa. I also like to hunt and fish. 


Attends: 

Alexandria 
Technical College 
Alexandria, MN 

Graduation: 

Spring, 2007 

Degree Pursuit: 

A.A.S. Degree in 
Electrical Power 
Generation 

A.A.S. Degree 
in Diesel Mechanics 

GPA: 3.6 

Career Plan: 

Generator Technician 
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THE DAVID I. COREN MEMORIAL SCHOLARSHIP PROGRAM 



My name is Chris McFarland, and I 
live in Spokane, WA with my wife Becky, 
our son Garrick and, as of April 28, our 
daughter Bridey. She was born two weeks 
before final exams last semester — which 
made for a rough two weeks in the McFar- 
land household — but her addition is very 
welcome. 


CHRIS MCFARLAND 


Attends: 

Gonzaga University 
Spokane, WA 

Graduation: 

2008 

Degree Pursuit: 

Bachelor of 
Mechanical 
Engineering Degree 

GPA: 3.8 

Career Plan: 

Power Generation 

Mechanical 

Engineer 


This year I still managed to maintain a 
3.8 GPA while studying mechanical engi- 
neering at Gonzaga University, raising our 
two children and working part-time for 
Kim Hotstart Mfg. I have, up until now, 
handled all of the warranty requests and 
returned products for Kim Hotstart, but 
I have been offered a position in the engi- 
neering department where I will assist our 
engineers for the next two years while I 
finish my degree. I have been very blessed 
with a wonderful family and a supportive 
work environment; without them — and 
the support of EGSA — I would not have 
been able to get this far. 



My name is Adam Wells, and I am 
from Grand Rapids, Ml. I currently attend 
Ferris State University in Big Rapids, Ml 
where I major in Heavy Equipment Service 
Engineering and maintain a 3.981 GPA. I 
plan to graduate in December, 2007 with 
a Bachelor’s Degree and a Certificate for 
Electrical Power Generation. 


ADAM WELLS 


Attends: 

Ferris State 
University 
Big Rapids, Ml 

Graduation: 

December, 2007 

Degree Pursuit: 

Bachelor of 
Electrical Power 
Generation Degree 

GPA: 3.981 

Career Plan: 

Power Generation 
Technician 


This past spring, I was awarded the 
Cummins Outstanding Diesel Student 
Award and named Student of the Year for 
the Ferris Heavy Equipment Program. In 
June, I competed in the National SkillsUSA 
competition and placed ninth in the diesel 
competition. I served in the U.S. Marine 
Corps for four years as a combat engineer, 
and I currently work full-time for AIS 
Engine Corporation in the assembly de- 
partment where I rebuild all diesel engine 
makes and models. 


My name is Lawrence Michaelson, and 
I live in Maple Grove, MN, a suburb of 
Minneapolis. I currently attend Alexandria 
Technical College in Alexandria, MN where 
I am double majoring in Diesel Mechanics 
and Electrical Power Generation. 

While at ATC, I have maintained a 4.0 
GPA and been awarded scholarships by 


LAWRENCE MICHAELSON 


Ziegler and St. Cloud Truck Sales for the 
upcoming 2006-2007 school year. 

I plan to graduate in July 2007 after my 
second internship. I am currently work- 
ing as a full-time intern for Ziegler at their 
Shakopee facility. After graduation, I hope 
to begin my career as a power generation 
technician. 

Outside of work and school, I enjoy 
biking, golfing and playing music. I also 
have a strong interest in Spanish language 
and culture after taking 12 years of Spanish 
immersion schooling. I recently became 
engaged to my girlfriend of 5 years; we plan 
to marry next year. 


Attends: 

Alexandria 
Technical College 
Alexandria, MN 

Graduation: 

July, 2007 

Degree Pursuit: 

A.A.S. Degree in 
Electrical Power 
Generation 

A.A.S. Degree 
in Diesel Mechanics 

GPA: 4.0 

Career Plan: 

Power Generation 
Technician 


My name is Brian Wiedmeyer, and I 
would like to start by thanking EGSA for 
this generous scholarship. I have lived all 
over southeast Wisconsin, most recently 
in Appleton, and currently closer to Mil- 
waukee. I am currently enrolled in the Die- 
sel/EPG Technology program at Fox Valley 
Technical College in Appleton. 



BRIAN WIEDMEYER 


I have maintained a 3.98 GPA for the 
last five semesters and plan to graduate in 
December, 2006 with an Associate’s De- 
gree in Diesel/EPG Technology. 

I have been awarded a scholarship from 
Fabco, a Caterpillar dealership here in 
Wisconsin, along with an internship and 
eventual job placement with the company 
in their Power Systems Division. 

In my spare time, I like to play music on 
a variety of stringed instruments in a range 
of musical styles, and I love to travel and 
visit new places (the accompanying picture 
is of me hiking in the Grand Tetons in 
Wyoming this last May). While I hope that 
this is not the end of my academic career, 
I do plan to make the most of my future 
with Fabco. 


Attends: 

Fov Valley 
Technical College 
Appleton, Wl 

Graduation: 

December, 2006 

Degree Pursuit: 

Associate of Diesel/ 
EPG Technology 
Degree 

GPA: 3.98 

Career Plan: 

Power Systems 
Technician 
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FOR SALE 


Association and Industry News 


Sales Rep Hurtado.cc 
Announces Product Line 

Hurtado.cc has announced it has re- 
cently been appointed factory sales rep- 
resentative for Envirosafe Tanks, Fuel 
Technologies International, General Ther- 
moDynamics, Newage AVK-SEG, Silex In- 
novations and Simplex, Inc. 

As a factory representative, Hurtado, 
cc will provide local design and sales 
support to clients in Florida and Puerto 
Rico. 

Hurtado.cc, an EGSA-member firm, 
is an independent sales representative 
agency based in Port Orange, FL. The 
company specializes in consulting and 
sales support activities for the distributed 
power generation industry. For more 
information, visit www.hurtado.ee. 

NEMA Releases 2006 Motors 
and Generators Standard 

The National Electrical Manufacturers 
Association (NEMA) has recently pub- 
lished MG 1-2006, Motors and Genera- 
tors. The publication provides more than 


500 pages of manufacturing and perfor- 
mance data related to electric motors and 
generators, and is designed to assist users 
in the proper selection and application of 
motors and generators. The standard has 
been updated (including an improved an- 
nex) with a view toward further harmo- 
nization with the IEC 60034 series. For 
more information, visit www.nema.org. 

Dresser-Rand to Distribute 
Ingersoll Rand Microturbines 

Dresser-Rand Company has signed an 
agreement with Ingersoll Rand Energy 
Systems to become a global distributor 
and provide a service support network in 
the oil and gas market for Ingersoll Rand’s 
microturbine product line. 

In a related move, Dresser-Rand 
named Duncan Swan as general manager 
of the Microturbine Strategic Business 
Unit to support the initiative. Swan was 
closely involved in developing the agree- 
ment with Ingersoll Rand Energy Systems. 
He has more than 15 years sales and 
marketing experience at Dresser-Rand, as 


28 - 40MW 


COMBINED CYCLE COMPLETE PLAN 
GAS TURBINE G.E. FRAME 5 P NT 
DUAL FUEL 1989 



847-541-5600 800-704-2002 


i nf o @ wabashpower.com 
www.wabashpower.com 


wabash EQUIPMENT CO. 


444 Carpenter Avenue, Wheeling, IL 60090 


well as major responsibility serving major 
alliance clients. For additional informa- 
tion, please visit www.dresser-rand.com or 
www.irenergysystems.com. 

Continued on page 2 7 



4224 SOUTH 76™ EAST AVENUE TULSA, OKLAHOMA 74145-4712 800.640.3141 


If They Gave 

PIC MEDALS 




TUSo I® What 
I niS They’d 

Look Like. 


THE COMBIKAT™ DIESEL PARTICULATE FILTER: 
ULTRA-HIGH PERFORMANCE FOR STATIONARY ENGINES 
VERIFIED BY THE CALIFORNIA AIR RESOURCES BOARD. 

Diesel soot compliance assured. Backpressure within OEM limits through 24 cold starts-to-idle. Fast, 
easy maintenance - with longer maintenance intervals. And no need for ultra-low sulfur (15 ppm) diesel, 
which can save you about 9% on fuel. Why settle for an also-ran that 
costs about the same? Go for the gold standard in soot reduction. 

Give us a call - or visit our website. 


difk miRRtecH 
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Your One Source for Power Generation Components 


Davidson Sales Company is a complete supplier for generator and engine 
accessories. From a custom engineered product to any of our 
off the shelf products, we will provide you with the best service, delivery and 
value anywhere. Visit our web site for detailed information. 



Generator Room - Sections and Details 




DYNAMICS 


Generator Room Layout 


DAVIDSON SALES COMPANY 

P.O Box 9086 Daytona Beach, FL3212Q 
Phone: (386) 274-2079 Fax: (386} 274-2279 
www.davtdsonsales.com 


















Association and Industry News 


Commerce Secretary Gutierrez 
to Lead China Trade Mission 

U.S. Commerce Secretary Carlos M. 
Gutierrez has announced he will lead a 
business development mission to China. 
The mission, which will include stops in 
Beijing and Shanghai from November 1 3- 
17, will highlight export opportunities for 
U.S. businesses in China. This will be his 
fourth visit to China. 

Total U.S. exports to China in 2005 
were $41 billion, an increase of 19 per- 
cent over 2004. Through May 2006, U.S. 
exports have grown 37 percent over the 
same period last year. 

The mission will help U .S compa- 
nies develop business and government 
contacts, solidify business strategies and 
obtain market access information. The 
delegation will be comprised of U.S. firms 
representing a broad cross-section of 
U.S. industries with commercial interests 
in China. Businesses interested in par- 
ticipating may apply online at www.export. 
gov/chinamission or call the Department of 


Commerce’s Office of Business Liaison at 
202-482-1360. 

Flowserve Establishes New 
ASME Pump Technology Award 

Flowserve Corp. has established an 
award with the American Society of Me- 
chanical Engineers (ASME) memorializing 
longtime Flowserve employee and pump 
technology expert Dr. Sankaraiyer Go- 
palakrishnan. The biennial Sankaraiyer 
Gopalakrishnan-Flowserve Pump Tech- 
nology Award will recognize a mechanical 
engineer for achievement in mechanical 
pump technology with a financial prize. 

The first Sankaraiyer Gopalakrishnan- 
Flowserve Pump Technology Award was 
presented to Dr. John Tuzson at the 
Dr. Sankaraiyer Gopalakrishnan Memorial 
Session of the 2006 ASME Fluids Engi- 
neering Conference in Miami, FL in July. 
Tuzson is recently retired after a career 
at the BorgWarner Research Center in 
Des Plaines, IL. For more information, 
visit www.flowserve.com. m 


■FOR SALE/RENT" 

(2) 2.5MW EMD MP-45 

(3) 2.0MW EMD MP-36 
50 / 60 CYCLE 
750/900 RPM 

DIESEL 

GENERATOR UNITS 



IMMEDIATE SHIPMENT 

24/7 EMERGENCY SERVICE 
Complete On - Line Inventory 
www.wabashpower.com 

CALL 800-704-2002 


i/i /sbssh power 

w W HirMw I m equipment co. 


444 Carpenter Avenue, Wheeling, IL 60090 



Match wits with the likes 
of Robinson’s Superhero Dream Team. Watch 
closely as these guys defy all odds by designing, 
constructing and maintaining your enclosures to 
your exact specifications. Marvel as they go beyond 
the call of duty and offer unheard of extended 
warranty programs - some up to 10 years. No one 
else offers this much protection! 


WHERE CUSTOM IS STANDARD 



• 70 Megawatt Inventory 

• Sizes 12 to 5,000 kW 

• Resistive & Reactive 

• Direct Current to 7500 A 

• 400 Hertz Reactive 


• Silenced Generators 

• Substation Transformers 

• Cables to 1535 MCM 
•5 to 15 kV Cables 

• Call for Free Brochure 


877-767-6797 

o 

Fax 410-4 1< 

United Rentals' 

Pumps • Power • H VAC 

1-3199 www.unitedrentals.com 
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Stay on Top of Your G 
with EGSA’s Electrica 
Technician Certificate 


Think things move pretty fast in 
today’s business world? Think how fast 
they’ll be moving one, five or even 10 
tears down the road. That’s why you 
need every advantage to stay on top. 

Everybody knows technology is be- 
coming more complex — not less — and 
that makes today’s On-Site Power Gen- 
eration System a lot more expensive. 
End-users — your customers — don’t 

want just anybody with a basic knowl- 
edge of mechanics to install and main- 
tain their equipment. They want to be 
confident that all work has been by 
qualified personnel. Suppliers want as- 
surance that maintenance and repairs 
are being performed by skilled techni- 
cians to guard against unnecessary 
returns or warranty repairs. 

In the past, your word 
was the only assurance 
that your technicians are 
skilled and knowledgable. 

But now, through EGSA’s 
Electrical Generator Sys- 
tems Technician Certifica- 
tion Program, there is a way 
that you can back up those words 
with objective evidence of a technician’s 
proficiency. 

EGSA offers you a big advantage: For 
the first time in our industry, we have 
an objective and accurate way to deter- 
mine generator technician proficiency. 
That means that the proficiency of a 
technician in Maine will be measured 
by the same standards as someone in 
Manitoba and Mexico. Yes, Manitoba 
and Mexico! EGSA has determined that 
there is no reason why the test could 
not be fairly applied to any NAFTA 
technician. 


What are the Benefits? 

For the Employer, certification helps 
ensure that your technicians have the 
critical knowledge and skills to succeed 
in their jobs. And everyone will be 
comfortable knowing that your certified 
techs’ expertise has been confirmed by 
the industry organization through a pro- 
gram that was developed by a univer- 
sity. Encouraging and helping your tech- 
nicians become certified signifies your 
commitment to the highest of standards. 
Plus, it lends an added level of credibility 
to your firm and can sharpen your com- 
petitive edge. Employing certified techs 
will promote customer satisfaction and 
you won’t have to be shy about 
offering assurance that 
your techs are quali- 
fied. Certification 
can also help you 
select potential 
new hires, analyze 
job performance, 
evaluate employees 
and motivate techni- 
cians to enhance their 
skills and knowledge. 

Think about the message that certi- 
fication sends to those with whom you 
do business. Why would anyone want 
a technician who isn’t certified per- 
forming critical maintenance or repair 
tasks? Employing certified technicians 
gives you an added tool with which to 
market your business. 

As our members have said, “We’ve 
seen too many backyard mechanics 
damage expensive equipment. This pro- 
gram will provide credibility for my 
company and will help build pride and 
a commitment from technicians to be 
the best.” 



lame 

I Generator Systems 
on Program 


For the Technician 

Certificate holders benefit too. Cer- 
tification shows employers, clients, and 
associates that you are committed as a 
professional. It provides recognition of 
your knowledge and skill, shows your 
commitment to your profession and can 
help with job advancement. Certification 
is a mark of excellence that you carry with 
you everywhere you go. 

Acquiring certification indicates that 
you have the knowledge and proficiency 
required to perform as an Electrical Gen- 
erating Systems Technician professional. 
Becoming certified can increase your sal- 
ary, enhance your skills, and make your 
job more satisfying. 

The Certification Test 

EGSA collaborated with Ferris State 
University to develop the certification test 
and program. Through a scientific process, 
our panel of technical experts identified 12 
duty areas (such as “Basic Electricity”) and 
61 tasks (such as “Demonstrate knowl- 
edge of AC electrical theory”) within 
the duty areas. The duty areas and tasks 
were ranked and rated in terms of their 
relative importance, the frequency with 
which a task is performed, and skill level 
(i.e. Senior/Expert; Intermediate; and En- 
try Level.) All this data was combined to 
develop the certification test that was 
then statistically validated through a pilot 
test taken by generator technicians from 
across the United States. 


Who can take the Certification Test? 

There are no pre-qualifications for tak- 
ing the EGSA Certification test. However, 
unless the tech has had formal educa- 
tion in On-Site Power Generation, we 
recommend three or four years of field 
experience before taking the test. Those 
who pass the test will have a comprehen- 
sive knowledge of basic electricity, the 
functions of a gen-set’s mechanical and 
electrical components, the interactions 
and relationships among components and 
an understanding of various elements of 
the installation, service, maintenance, and 
repair of gen-sets and On-Site Power 
Generation systems. 

A Study Guide is Available 

Use of the program’s Study Guide is an 
excellent way to help techs prepare for 
the test and should clearly indicate if they 
are ready to take (and pass) the certifica- 
tion exam. In addition to useful formula 
pages, the guide contains almost 200 mul- 
tiple choice practice questions that cover 
all parts of the certification test. In addi- 
tion to identifying the correct answer, the 
guide also indicates in most cases why a 
particular choice is correct and why the 
others are incorrect. The Guide also iden- 
tifies resource material where techs can 
get additional or more in-depth informa- 
tion about a given topic. 

Need more information? Visit our 
web site at www.egsa.org to find exten- 
sive and detailed information about the 
certification program. Or contact EGSA 
Director of Education George Rowley 
at 561-750-5575 ext. 210 or via email at 
g.rowley@egsa.org. 



Electrical Generating Systems Association 

1650 S. Dixie Hwy, Suite 500 • Boca Raton FL 33432 
561/750-5575 • Fax: 56 1/395-8557 • www.egsa.org 



Testing covers: 

• Governors 

• Automatic Transfer Switches 

• Prime Movers 

• Communication & Documentation 

• Basic Electricity 

• Engine Generator Instrumentation & Contn 

• Voltage Regulators 

• Multiple Generator Switchgear & Controls 

• Generators/Alternators 

• Troubleshooting System Problems 

• Auxiliary Support Systems 
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New EGSA Members 



Bain & Company (AE) 

Contact: Andrea Bizzotte, Senior Research Specialist 
(4 1 6) 927-2090 Fax: (4 1 6) 929-3970 

Toronto ON Canada 

Business: Bain is a global business consulting firm that provides strat- 
egies to businesses in all industries. Please visit www.bain.com for 
more information. 


Berthold Electric (MF) 

Contact: Rod Berthold, President 

(3 1 2) 243-5767 Fax: (3 1 2) 243-58 1 I 

Chicago IL 

Business: Berthold Electric manufactures generator connection cabi- 
nets for quick and easy connection of a portable generator or load 
bank. We also design and manufacture custom electrical power dis- 
tribution equipment — switchboards, panelboards, control panels and 
much more — for On-Site Power, telecommunications as well as vari- 
ous industrial and commercial applications. 


Coates International Ltd (MF) 

Contact: George J. Coates, President/CEO 
(732) 449-7717 Fax: (732) 449-0764 
Wall Township NJ 

Business: Coates International is a manufacturer who designs & 
builds internal combustion engines for various applications run on all 
types of fuels. Industrial engines for electric power generation; engines 
for truck, automotive, marine, racing and motor sports, & farm equip- 
ment. Our internal combustion engines are a patented design and can 
run on all alternative fuels. 


Generator Exercise monitor 

The GEM alerts you when a stand-by Gen Set 
tails to perform a scheduled exercise, and thus 
may not respond during a power outage. Easily connected to a 
dialer, it s perfect for Cel! Tower sites and other facilities which 
may n ot ha ve personnel on-site 24/7. O n l y $ 1 5 9 . 


We now offer Replacements for these hard to find 
Onarf Controls: 300-0679 & 0680, 300-0681 & 0682 


Other Reo/acemenfs Available for many obsolete and 
current Onan controls Sc regulators, used in Marine, RV and 
standby gen set applications These have set standards for 
performance and value for over 20 years* We offer products 
which not only meet but exceed the original specifications -- at 
a considerable savings — and have a 2- Year Warranty! 

About Our Reman Service : We’ve been rebuilding Gen- 
erator Controls since 1978 and now do 300+ Onan, Kohler, 
Generac, ASCO & other P/N's, most 3-5 days in-house, all with 



FLIGHT SYSTEMS 

Toll-Free (US/Cnd): 800-403-3728 Fax: 717-932-9925 
•Ship to: 505 Fishing Creek Rd, Lewisberry, PA 17339 
Visit www.flightsystems.com fo see all our products £ services 



Contact: Morris Johnson, Owner 

(620) 792-29 1 9 Fax: (620) 792-29 1 9 

Great Bend KS 

Business: Sales and service of generators — standby, RV, marine, por- 
table and D.C. Transfer switch, on-site service, engine service and re- 
pair — natural gas, gasoline and diesel. Air compressors, pressure wash 
equipment, battery systems and chargers. 

Power Systems Electric Inc (MF) 

Contact: Mark L. Witmer, VP/Treasurer 
(7 1 7) 933-56 1 7 Fax: (7 1 7) 933-8 1 96 

Myerstown PA 

Business: Manufacture and service emergency generator systems. 

Wabash Valley Motor & Machine (DD) 

Contact: Jim Everhart, Owner 

(8 1 2) 466-7400 Fax: (8 1 2) 466-7405 

Terre Haute IN 

Business: Distributor for Baldor Electric Motors, Drives and Genera- 
tors as well as for Weg Electric Motors & Drives. 

Western States Equipment (DD) 

Contact: Jay Resting, Engine Business Manager 
(208) 947-4501 Fax: (208) 947-4599 
Meridian ID 

Business: Full-service Caterpillar dealer. Caterpillar engines, gensets, 
switchgear and ATS. Caterpillar, Active Power and Toshiba UPS. 


GENCON II pro... The World 
Leader In Generator-Set Control 
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& Auto Synchronizer Ef Engine Management 
Ef Peak Shaving Ef Protections 

0" Load Sharing 0 " Data Logging 

0 " Measurements Ef ModBus ASCII/RTU/TCP 

UL Certified 

USA Support Tel: +1 (201) 739-2351 


1X/T TT/J7VT J7 D COMPUTER SYSTEMS 
1^ V| TM ff DEVELOPMENT LTD. 

E-mail: info@wexler.co.il http://www.wexler.co.il 
Tel: +972 (3) 965-5858 Fax: +972 (3) 965-5810 








Application for Membership 

ELECTRICAL GENERATING SYSTEMS ASSOCIATION 

1650 South Dixie Highway, Suite 500, Boca Raton, FL 33432 • (561) 750-5575 • FAX (561) 395-8557 

E-Mail: e-mail@egsa.org • World Wide Web: www.egsa.org 


EGSA's mission is to bring together representatives of the various segments of the On-Site Power Industry ; to learn , share ideas and experiences , 
advance the science of On-Site Power generation , improve performance and profitability of members , and the quality of service to power users. 


I • Contact Information 

Company 

Address 

City 

Zip/Postal Code 

Phone 

Official Representative 

Representative's E-Mail 

How did you hear about EGSA? 


Please type or print all information in upper and lower case (NOT ALL CAPS!) 


State/Province 

Country 

FAX 

Title 

Company's Web Address 

□ Web site □ Powerline magazine □ Colleague □ POWER-GEN □ Other 


2 . Member Classification Read the Membership classifications below and check the box that describes your firm's classification. 


I. FULL MEMBERSHIP 

□ MF Manufacturer Membership 

Any individual, sole proprietor, partnership or corporation seeking membership 
must apply for a Full Membership as a manufacturer if they meet one or more of 
the following criteria: 

1 . They manufacture prime movers for power generation. 

2. They manufacture generators or other power conversion devices producing 
electricity. 

3. They manufacture switchgear or electrical control devices. 

4. They manufacture or assemble generator sets, UPS systems, solar power, 
hydropower, geothermal, or any other power production or conversion 
system including related components or accessories for national or regional 
distribution. 

5. They are a wholly owned subsidiary of a firm which qualifies under rule one 
through four. 

□ DD Distributor/Dealer Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as 
a distributor or dealer for products listed under Manufacturer Membership may 
apply for Full Membership as a Distributor/Dealer. If an organization qualifies 
under Manufacturer Membership, it is not qualified under this section. 

□ MR Manufacturer's Representative Membership 

Any individual, sole proprietor, partnership or corporation actively engaged in the 
representation of products listed under Manufacturer Membership may apply for 
Full Membership as a Manufacturer's Representative. If an organization qualifies 
under Manufacturer Membership, it is not qualified under this section. 

□ EM Energy Management Company Membership 

Any individual, sole proprietor, partnership or corporation engaged in energy 
management, including Energy Service Companies (ESCOs), Independent Power 
Producers (I PPs), Integrators, Aggregators, and other similar enterprises may apply 
for Full Membership as an Energy Management Company. 

□ Associate Full Membership (mark appropriate category at right)] 

Any individual, sole proprietor, academic institution, student, partnership or cor- 
poration meeting the requirements of Associate Regular Membership may apply 
for Full Membership at their option to enjoy the privileges of Full Membership, 
including the rights to vote and to serve on EGSA's Board of Directors. Initiation 
fees and annual dues will be assessed at the existing non-manufacturers' Full 
Member rates. 


II. ASSOCIATE REGULAR MEMBERSHIP 

□ AA Trade Publication Membership 

Any trade publication dealing with the electrical generating systems industry or 
its suppliers may apply for Associate Membership — Trade Publications. 

□ AB Trade Association Membership 

Any trade association made up of individual or company members sharing a 
common interest in the electrical generating systems industry may apply for 
Associate Membership — Allied Associations. 

□ AC Engineer Membership 

Any consulting orspecifying engineer may applyfor Associate Membership — Engi- 
neer. Membership may either be held in the employer's name or individual's name 
under this classification. Individuals whose employer qualify as a Full Member, 
as described in the Full Membership section, do not qualify for this category. 

□ AD End-User Membership 

Any individual employee of a company who owns or operates electrical generat- 
ing equipment and/or related switchgear or components, whose responsibility 
to his employer includes planning, design, installation, supervision, or service of 
such equipment may apply for Associate Membership — User. Membership may 
either be held in the employer's name or individual's name under this classifica- 
tion. Individuals whose employer qualify as a Full Member, as described in the 
Full Membership section, do not qualify for this category. 

□ AE Service Membership 

Any individual, organization or academic institution that offers services such as 
research, testing or repair to the electrical generating systems industry may ap- 
ply for Associate Membership — Services. Membership may either be held in the 
individual's name or the organization's name under this classification. Individual 
companies whose employer or parent organization qualifies as a Full Member, 
as described in the Full Membership section, do not qualify for this category. 

□ AG Educational Institution Membership 

Any postsecondary vocational-technical school or college offering on-site power 
generation-related instruction may apply for Associate Membership-Education 
Institution. 

□ AR Retiree Membership 

Any individual who retires from a member company may apply for Associate 
Membership — Retired. This classification does not apply to any individual who 
is employed more than 20 hours per week. 

□ AF Student Membership 

Any individual currently enrolled at an academic institution may apply for Associ- 
ate Membership — Student. 


FOR BOARD OF DIRECTORS USE ONLY 


□ YES □ NO Date: 

Name (Print) 


Signature 


FOR OFFICE USE ONLY 


Amount Paid $ Check Number 

Date Received Date Processed 

Mentor AssignedCommittee Interest 






Application for Membership - pa ge 2 


Dues Schedule (Use for Section 3) 

Annual Dues 

Initiation Fee 

TOTAL 

Manufacturer 

$800 

$200 

$1000 

Energy Management Companies 

$800 

$200 

$1000 

Distributor/Dealer 

$275 

$100 

$375 

Manufacturer's Rep 

$275 

$100 

$375 

Regular Associate Member 

$195 

$100 

$295 

Full Associate Member 

$275 

$100 

$375 

Retiree Member 

$85 

$0 

$85 

Student Member 

Complimentary 

$0 

$0 


NOTE: A FULL 12-MONTH DUES PAYMENT MUST BE RECEIVED WITH THIS APPLICATION. The Association's Membership Year is January 1 
through December 31 . Dues payments that extend beyond the first Membership Year will be applied to the second year's dues. 

FULL PAYMENT MUST BE RECEIVED WITH APPLICATION. 


• Membership Dues (Please fill in the appropriate TOTAL 

amount from the above dues schedule.) 



Membership Dues 

$ 


Membership Plaque (optional)** 

$ 

39.95** 

On-Site Power Reference Book (optional)** 

$ 

110.00** 

Florida Residents: Add 6.5% Sales Tax to ** items 

$ 


Continental US Residents add $5 shipping/handing to** items. 
Non Continental US Residents should call EGSA 

$ 


Headquarters for shipping charges for **items. TOTAL 

$ 



Payment Method (Payable in US$ drawn on U.S. bank, 
U.S. Money Order, or American Express) 


□ 

Check # 

Amount $ 

□ 

Money Order 


□ 

Mastercard □ Visa 

□ American Express 


Card # 

Exp. Date 


Signature: 



Print Name: 



5 m Products/ Services Please describe the nature of your business (50 words or less, NOT ALL CAPS) If you are a Manufacturer's Representative or 
Distributor, please indicate which manufacturers you represent and/or distribute for: 


Available Codes: 

01 —Batteries/Battery Chargers 

02 —Control/Annunciator Systems 
04 —Enclosures, Generator Set 

05 —Engines, Diesel or Gas 

06— Engines, Gas Turbine 

07— Engine Starters/Starting Aids 

08— Filters, Lube Oil, Fuel or Air 
28— Fuel Cells 

03— Fuel Tanks and Fuel Storage Systems 

09 —Generator Laminations 

10— Generator Sets 

1 1 —Generators/Alternators 

12 — Governors 

1 3 — Heat Recovery Systems 

14 —Instruments and controls, including meters, gauges, relays, 
contactors, or switches 

Do you buy AND sell equipment? □ Yes □ No 


1 5 — Load Banks 

1 6 — Motor Generator Sets 

1 7 — Radiator/Heat Exchangers 

18 — Relays, Protective or Synchronizing 

19 — Silencers/Exhaust Systems/Noise Abatement 

20— Solenoids 

21 — Swtichgear and Transfer Switches (Automatic or Manual), 
Bypass Isolation Switches, and/or Switchgear Panels 
22 — Trailers, Generator Set 
23 — Transformers 

24— Uninterruptible Power Supplies 
25 — Vibration Isolators 

26 — Voltage Regulators 

27— Wiring Devices or Receptacles 


Enter codes here: 

Products sold: 


Products rented: 


Products serviced:. 


Do you manufacture packaged equipment? □ Yes □ No 


Sponsor(s): A"Sponsor" is an EGSA Member who interested you in filling out this application. It is not mandatory that you have a sponsor for the 
Board to act favorably on this application; however, if a Member recommended that you consider membership, we request that individual's name and com- 
pany name for our records. 


Sponsor Name 


Company Name 


7 • Official Representative's Authorization 

Signature Date 


Electrical Generator Systems Technician Certification Test Application/Order Form 


Sharpen Your Competitive Edge With The EGSA 
Generator Systems Technician Certification Program 

Order Your Study Guide and Test Today! 


EGSA Member 
Item Number 

Non-Member 
Item Number 

Quantity 

Item Description 

EGSA Member Non-Member 
Price Price 

Item Total 

FSU 089 

EGSA Electrical Generator Systems Technician 
Certification Test (EGSA Member) 

$160 




EGSA Electrical Generator Systems Technician 
Certification Test (Non-Member) 


EGSA Electrical Generator Systems Technician 
Certification Study Guide (EGSA Member) 


EGSA Electrical Generator Systems Technician 
Certification Study Guide (Non-Member) 



6% sales tax applies to sales of Study Guides to Michigan Residents ONLY. If your Michigan company is tax exempt, ^ ^ Total 

please fax a copy of your tax exempt status or include a copy with this order form when ordering by mail. 

Ml Residents Add 
6% Sales Tax 
(See Note) 

TOTAL DUE 


Payment 


Shipping 

IMPORTANT! FULL PAYMENT MUST ACCOMPANYTHIS FORM. 

Faxed forms must include credit card numbers or they can not be processed. 

□ Check (made payable to Ferris State in U.S. funds) 


Please note: shipping to a physical street address will avoid delays. 
This address is a □ Residence □ Business □ Both 

□ Purchase Order Number 


Ship to (Name): 

□ American Express □ VISA □ MasterCard □ Discover 


Company: 

Credit Card # 


Address 1: 

Cardholder: 


Address 2: 

Exp. Date: Security Code/CW2 Number*: 


City: 

*VISA/MC: the CVV2 is the last 3 digits of the number printed on the back of the card; 
AMEX: the CW2 is the 4-digit number above the card number on the front of card. 


State: Zip: 

Credit Card Billing Address: 


Phone: 



FAX: 

Signature: 


Email: 






Mail or Fax this completed form with payment to 


Ferris State University 


EGSA Certification Program 
1 020 Maple Street-Room 1 1 5 
Toll Free 866-880-7674 
Fax 231-591-5821 


Big Rapids, Ml 49307 







EGSA Job Bank 


Generator Field Technicians 

TAW, Inc. is searching for experienced Generator 
Field Technicians in Tampa, Ft. Myers and Pompano 
Beach FL and Savannah, GA. Duties include: 
inspections, repairs, services and start-up of 
generators and ATS. Troubleshoot Generators and 
automatic transfer switches. E-mail resume to ellen. 
donegan@tawinc.com. Fax (813) 61 2-2609. AA/EOE. 
DFWP. Check out our web site www.tawinc.com. 


EMERGENCY POWER SYSTEM SPECIALISTS 
Generator Technician — Experienced 

Emergency Systems Service Company in Quakertown, 
PA, a leading provider of emergency generator sets, 
has an immediate opening for a technician with a 
minimum of three years diesel engine/generator set 
background/experience. Responsibilities will involve 
troubleshooting, repair and the planned maintenance 
services of generator sets and peripheral equipment. 
A neat appearance, clean driving record and good 
people skills are required. We offer a highly attractive 
compensation with an outstanding benefits package. 
A company vehicle and additional training provided. 
If you are interested in becoming part of our team, 
please call (2 1 5) 536-4973, ext. 25. 

Generator T echnician-Apprentice 

Emergency Systems Service Company in Quakertown, 
PA, a leading provider of emergency generator sets, 
has an immediate opening for a person with a 
strong mechanical/electrical background interested 
in a career in the power generation service field. 
Responsibilities will involve minor troubleshooting, 
repair and the planned maintenance services of 
generator sets and peripheral equipment. A neat 
appearance, clean driving record and good people 
skills are required. An outstanding benefits package, 
company vehicle and additional training provided. If 
you are interested in becoming part of our team, 
please call (2 1 5) 536-4973, ext. 25. 


Emergency Power System Sales and Service 

Experienced Generator Technician 

Emergency Power Systems company located in 
Ocala, FL is presently seeking an experienced 
diesel engine/generator technician. The ideal 
candidate would have a background or experience 
in troubleshooting, repair, planned maintenance 
servicing and generator sets/installations. Clean 
driving record along with outstanding customer 
service skills are required for this position. This 
position offers an attractive compensation and 
benefits package. Qualified applicants may email 
a copy of their resume and salary history to 
stevep@cjspower.com or post them by mail to 1 32 
NE 17th Place, Ocala,. FL 34470. 


Power Systems Sales Representative 

TAW Power Systems, Kohler Generator“Distributor 
of the Year 2006,” is adding to its South Florida sales 
force. TAW sells Kohler generators in multiple 
markets in Florida and South Georgia. This position 
requires prior experience in generator sales. Must be 
able to travel, possess a good driving record and be 
computer literate. Salary with commission. E-mail a 
resume and salary history to ellen.donegan@tawinc. 
com or fax 813-61 2-2609. DFWP. AA/EOE. Web site 
www.tawinc.com 


Senior Generator Technician 

Candidates possess advanced troubleshooting 
knowledge of standby generator systems, including 
automatic switchgear, diesel and gaseous-fueled 
engines, brush and brushless alternators, and all 
associated components and subsystems. Ten years 
minimum experience required. Pay dependent 
upon skill level. Comprehensive benefit package. 
Fax resume and cover letter to 707-545-8930. 


Sales/Service Engineer 

Sales/service engineer needed by southern 
California company to sell engine generator sets. 
Experience required. Please respond with cover 
letter, resume and salary history via email to 
jkellough@egsa.org. 


Generator Technicians 

Gen-Power Specialists, LLC. is seeking gener-ator 
technicians for the San Francisco/Northbay Area, 
CA.Job duties include per-forming repairs, services, 
inspections, and start-up of generators and 
automatic transfer switches. Troubleshooting skills 
required. Email resume to aosborne@genpowerl.net. 
Or Fax: (707) 792-0925. 


Position Wanted 

Individual with over 20 years of significant sales/ 
management experience in the engine and power 
generation industry. Proven marketing and sales 
management skills with a track record of growth 
and profitability improvement. 

Extensive and diverse power systems market segment 
experience, including: Petroleum, Marine, Agricultural, 
Mining, Governmental, OEM, Distributed Generation, 
CHP, and Foreign Governments. 

Excellent understanding of the used and surplus 
markets. College degree, excellent interpersonal 
skills, participative management style, and strong, 
customer-led attitude. Ability to quickly make 
sound decisions. Willing to relocate. Please send 
reply via e-mail to j.kellough@egsa.org. 


Generator Field Service Technicians 

Nixon Power Systems Company is in the process 
of recruiting trained service technicians at all four 
of our locations in Nashville, Louisville, Atlanta and 
Charlotte. Most positions are home based.We offer 
a competitive wage scale and a benefit package, 
including full health, dental and optical coverage, 
40ll< plan and profit sharing. Company vehicles 
are provided for home-based positions. Relocation 
packages are available; we also offer paid factory 
training on an annual basis. Financial consideration 
will be given to EGSA Certified Technicians. Please 
contact Mylinda Vollet, HR Manager, for additional 
information at (888) 826-4966 ext. 2232 or email 
btowry@nixonpower.com 


EGSA Job Bank Guidelines — EGSA will advertise (free of charge) EGSA Members’ job openings each issue in the Job Bank. 
Blind box ads using the EGSA Job Bank address are available upon request. Companies who are not members of EGSA may utilize 
the Job Bank for a nominal fee of $50. Please send your classified ad (limited to about 50 words) to: EGSA Job Bank, 1650 S. 
Dixie Hway, Suite 500, Boca Raton, FL 33432. Or, send it via e-mail it to: j.kellough@egsa.org 





McPherson 1 

Controls 


Uncompromising Quality 
4 Unbeatable. 

^ We carry more then 25 different AVRs models 


4501 NW 27 Ave 
Miami, Florida USA 
305-634-1511 

http://www.mcphersoncontrols.com 


tzi SS440 

Dealer price $119 


0 

Dealer price $225 
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“WE SHOULD’VE GONE WITH MURPHY.” 



Why Do Most Gensets Fail To Start? 

It’s Usually the Battery. 



Keep your battery in optimal condition 
with a Murphy battery charger. 

Murphy’s chargers keep your gensets running with high-quality 
construction, controlled charge currents and clean output. 
Murphy battery chargers include standard features that 
other brands only offer as extra options. You get stainless 
steel cases, auto boost, temperature compensation and 
more in every model. We also have them in stock and ready 
to go for immediate shipping. 


CE Si UL approved 
Automatic Battery Chargers 


Keep your gensets running smoothly. Upgrade your 
battery charger to Murphy. 


www.fwmunphy.com 


FW Murphy 

phone +1 918 . 317.4100 

e-mail sales@fwmurphy.com 



MURPHY 

reliable innovation 




The ASCO 4000 Se- 
ries Digital Generator 
Paralleling Control 
Switchgear enables 
you to customize a power 
control system that satisfies 
your specific requirements. 

Build a system from 
scratch that starts, synchro- 
nizes, parallels, monitors 
and protects prime, emer- 
gency, and standby power 
systems. 

You can even specify 
the brands of engine-gen- 
erators and circuit breakers 
you prefer. Industry leading 


load bus optimization and 
load management exper- 
tise is standard. 

And standard engineer- 
ing design reduces lead 
and delivery times, facili- 
tates installation and start 
up, and empowers you to 
meet the pressures of tight 
deadlines. 

The control switch- 
gear, of course, is listed to 
UL 1 558. 

Take control. Email 
brian.phelan@asco.com for 
a 1 6-page color brochure 
describing the switchgear 
in detail. 

Or call toll free 800- 
800-ASCO, or visit 
www.ascopower.com. 



ASCO 


Power 

Technologies 



EMERSON 

Network Power 


EMERSON. CONSIDER IT SOLVED 





